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The Active Network

Founded in 1998, The Active Network (ACTIVE) is a
leading provider of application and marketing services
for the participatory activities and non-profit sectors.

In 2005 Public Enterprise Group Inc. merged with
ACTIVE, creating a company that specializes in
municipal marketing, sponsorships, promotions,
special events, and technology solutions. There are
now two divisions within ACTIVE that work as a team
to provide municipalities with revenue opportunities.
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The Goal

To raise revenue through appropriate
marketing sponsorship/partnership programs

We understand...

* The need for sensitivity to community values
« There are policy considerations

« We acknowledge constraints — for example,
existing contracts
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Philosophy of a Sponsorship

Our Philosophy: develop long-term partnerships
that meet the needs of clients and sponsors:

« Enhance the quality and perception of the City

« Improve the City’s image while generating new City
revenues
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What is a Corporate Sponsorship &
Marketing Program?

« A well thought-out sponsorship and marketing
program is designed to produce revenues that
enhance the quality of life of the community while
ensuring sensitivity to community values

« A program that brings non-traditional revenue
streams into City coffers without “selling out the City”
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Active Marketing Partnerships
Asset Analysis

Meet with departmental representatives and
designated Staff

Gather and review current contracts and related
policies and procedures

Conduct a creative "Blue Sky" session with key
Staffers to gather unique revenue generating
ideas specific to their respective departments

Site Visitation/Inventory Assets: AMP staff
iInspects and evaluate facilities in search of assets
offering promising marketing opportunities
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Active Marketing Partnerships
Develop Strategic Marketing Plan

Create a Strategic Marketing Plan
Develop and prioritize sponsorship categories
Define category specific policies and procedures

Develop prospective sponsorship target lists for
each category of interest
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Active Marketing Partnerships
Packaging Top Prospects

« Develop top sponsorship category specific
packages

« Develop customized RFPs for each category
* Develop sales and marketing collateral materials

* Presentation to Staff of category packages, RFP
forms, and collateral materials
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Active Marketing Partnerships
Solicitation of Sponsorships & Partnherships

Present marketing packages to priority prospects
at national, regional and local levels

Educate key prospects regarding the opportunity

Conduct site visitations with each qualified
prospect

Manage the RFP process
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Active Marketing Partnerships
Negotiation, selection, and final contract

Promote high bids through continuous
communication with prospects

Meet with Staff to evaluate prospect offers
Organize negotiation meetings
Advise Staff throughout the selection process

Work with Staff Legal Department to develop
Corporate Sponsorship or Partnership Contract

active NETWORK



The Active Network

Active Marketing Partnerships
Implementation of Programs

« Manage roll-out

« Develop a communication structure between
Client and vendor

« Develop a process to review performance

« Ongoing customer service to ensure both parties
continue to benefit from sponsor relationship
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The Process

PHASE | PHASE I

‘Meet key -Create a *With staff ‘Present *Promote ‘Manage
personnel Strategic approval packages to | high bids Roll-out
-Blue Sky | Marketing | develop prospects | -Meet staff | *Develop
Session Plan marketing | -Educate to evaluate | Commun-
-Review -Prioritize | Packages | key offers ication
current categories | *Develop prospects ‘Manage Structure
contracts, | *Define custom RFP | .Conduct negotiation | -Develop
policies, Policy and | if needed site tours meetings Review
procedures | Procedure | <Develop with key -Advise Process
-Site ‘Develop | salesand | prospects | Staff -Ongoing
visitations/ | Sponsor collateral ‘Manage -Selection of | Customer
audit assets | Target List m'flterlals RFP/Bid Partner Service

for top *Final Staff | process -Final

categories | Approval Contracts
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The Active Network

Our Distinctions

We know counties, cities and states

Our team offers:
Leadership: the first city-wide beverage deal in 1999

Full service: Audits, plan development, sponsor relationships,
and downstream revenue additions

Efficiency: We produce important revenue
More experience: 38 clients served

Proven Relevant Track Record: We've added Millions of
dollars in revenues for cities and counties throughout the
country

Biggest Deal: $18.4 Million for NYC’s HHC is still the biggest
contractual guarantee to a city
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Our City of Huntington Beach Partnership with Coke received important national exposure. We
then applied our unigue municipal marketing methods to Major Cities, Counties, States, Health
Care Systems, Not for Profits, and School Systems.

= or with
or ug have gx
g c f
i @ OCca u
ver- t Panieg a “P, cit
' Selection s er: g::dl‘hle ileg Uf‘iﬁ:y ater ; m:c::: B ther t.:,; aise price *t-drink city ;ﬂi-"mpefer::am f ;";I:]El:;‘
ly's as aAnd LF ] 1
'l'ylu parks anq prit limjteg in Compar ful af ity by Parks Cm#th have e sem unting; Pﬂi"ﬁ.gn of m:’ 15 only very .
) e:}:sip @l properyy hgf_ghihr- As ing mﬂcjt:jﬁm instaj} yp 4 ?355' The ypet elimingppg d since g YUDtmpa_m},. 2@l lang ma o
' ENCe tha; » there  use 5 on end- - For Mpetitj €S, af this , hillj
Ompet; Pepsi i Hunpj p on I this p ips
s ;2:!-:; even Exﬂ"fi Coke’s logg jy its :ﬁ::;: Beacn: Sm{ ;:v tﬁ?ﬂ and § a:: cﬂarﬁu 3 : ::he 8 the 3 :;z:;me thia k, :‘T':sr: may ¢
Beach i mren S¢ Mone eter ¢ - y 1 ach an w, I Proc
F Y, Hup- reep, hil and ac
EIquVE rig_eh I'l‘.lary Sﬂ’ﬂ Cﬂcn fel‘s If_‘i dﬂnk Er-hrE fnﬂyur' H'h.u pre_ co‘ﬂ .Eg"” H_p\s’ SPQkEsm I.Iy PEM f rﬂss HTE .

. a- dr fea r an fo, How 50 ;
lts Dmnnnif:s -tﬂ' SOrI‘ df'fl’!lr Fa frlk_&f apﬂf&!lr‘h— !h!a!hEr [hﬂl‘l Tl bﬂg&ﬂ in 1 :.]..E 'Flf Suuulem f"nnr.- c‘ﬂf_ﬂ_. INg s~ muth Eiﬂr.q Fn-.’nEﬂnE e



The Active Network

Active Network Highlights

 Active was just named one of the top 15 agencies in
PROMO magazine’s ‘PROMO 100.’

 Active ranked higher than agencies with much greater
revenues and longer operating histories, due to its
Innovative programs and strong growth.

« Ongoing relationships with satisfied clients, combined
with acceptance of creative programs by new clients,
have resulted in a quadrupling of Active’s revenue over
the past two years.

« Successful relationships with hundreds of corporate
brands across the nation
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ACTIVE’s Resources

* Promotions as a specialty pactive
 Peer-to-Peer Marketing
« Brand Sampling P
- Marketing Research / activeavin \) Class
- On-line Advertising

recyyzre

» Field/Mobile Marketing AR A=,
» Licensing

£ = -
- Public Relations GHIEARL (cACTIVer i

« Database Marketing (Web-based/diréct mail/e-mail)
« Co-Marketing/Partnership Marketing
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Who We’ve Worked With
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